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-- The MAILING DATE of this communication appears on the cover sheet with the correspondence address — 
Period for Reply 

A SHORTENED STATUTORY PERIOD FOR REPLY IS SET TO EXPIRE 3 MONTH(S) FROM 
THE MAILING DATE OF THIS COMMUNICATION. 

- Extensions of time may be available under the provisions of 37 CFR 1.136(a). In no event, however, may a reply be timely filed 
after SIX (6) MONTHS from the mailing date of this communication. 

- If the period for reply specified above is less than thirty (30) days, a reply within the statutory minimum of thirty (30) days will be considered timely. 

- If NO period for reply is specified above, the maximum statutory period will apply and will expire SIX (6) MONTHS from the mailing date of this communication. 

- Failure to reply within the set or extended period for reply will, by statute, cause the application to become ABANDONED (35 U.S.C. § 133). 
Any reply received by the Office later than three months after the mailing date of this communication, even if timely filed, may reduce any 
earned patent term adjustment. See 37 CFR 1.704(b). 

Status 

1 )S Responsive to communication(s) filed on 10 July 2001 . 
2a)D This action is FINAL. 2b)^ This action is non-final. 

3) Q Since this application is in condition for allowance except for formal matters, prosecution as to the merits is 

closed in accordance with the practice under Ex parte Quayle, 1935 CD. 1 1 , 453 O.G. 213. 

Disposition of Claims 

4) £3 Claim(s) U3 is/are pending in the application. 

4a) Of the above claim(s) is/are withdrawn from consideration. 

5) D Claim(s) is/are allowed. 

6) ^ Claim(s) 1-3 is/are rejected. APR 0 7 ?Dfl5 

7) D Claim(s) is/are objected to. 

8) D Claim(s) are subject to restriction and/or election requirement. 



RECEIVED] 



GROUP 3600J 



Application Papers 

9)D The specification is objected to by the Examiner. 

10)D The drawing(s) filed on is/are: a)D accepted or b)Q objected to by the Examiner. 

Applicant may not request that any objection to the drawing(s) be held in abeyance. See 37 CFR 1.85(a). 

Replacement drawing sheet(s) including the correction is required if the drawing(s) is objected to. See 37 CFR 1.121(d). 
11 )□ The oath or declaration is objected to by the Examiner. Note the attached Office Action or form PTO-152. 

Priority under 35 U.S.C. § 119 

12)D Acknowledgment is made of a claim for foreign priority under 35 U.S.C. § 1 19(a)-(d) or (f). 
a)D All b)D Some * c)D None of: 

1 .□ Certified copies of the priority documents have been received. 

2.Q Certified copies of the priority documents have been received in Application No. . 



3.Q Copies of the certified copies of the priority documents have been received in this National Stage 
application from the International Bureau (PCT Rule 17.2(a)). 
* See the attached detailed Office action for a list of the certified copies not received. 
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3) □ Information Disclosure Statement(s) (PTO-1449 or PTO/SB/08) 5 ) d Notice of Informal Patent Application (PTO-152) 
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DETAILED ACTION 
Priority 

The later-filed application must be an application for a patent for an invention 
which is also disclosed in the prior application (the parent or original nonprovisional 
application or provisional application); the disclosure of the invention in the parent 
application and in the later-filed application must be sufficient to comply with the 
requirements of the first paragraph of 35 U.S.C. 112. See Transco Products, Inc. v. 
Performance Contracting, Inc., 38 F.3d 551, 32 USPQ2d 1077 (Fed. Cir. 1994). 

The provisional application 60/217097 filed 10 July 2000 does not support the 
limitation "verifying the sale of said listed properties with federal, state and/or local 
registers". 

The priority date for this application will be 10 July 2001, filing date of the 
application. 

Claim Rejections - 35 USC § 103 

The following is a quotation of 35 U.S.C. 103(a) which forms the basis for all 
obviousness rejections set forth in this Office action: 

(a) A patent may not be obtained though the invention is not identically disclosed or described as set 
forth in section 102 of this title, if the differences between the subject matter sought to be patented and 
the prior art are such that the subject matter as a whole would have been obvious at the time the 
invention was made to a person having ordinary skill in the art to which said subject matter pertains. 
Patentability shall not be negatived by the manner in which the invention was made. 
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Claims 1 - 3 are rejected under 35 U.S.C. 103(a) as being unpatentable over 
Broerman US Patent 6,594,633 in view of Weatherly et al. US Patent 6,049,784 
hereinafter known as Weatherly. 

Regarding claim 1, Broerman teaches system and method to facilitate a real 
estate transaction between a buyer and a seller by electronically communicating 
between the parties and third parties such as a real estate facilitating entities (e.g., 
lawyer, mortgage provider, title provider) over a network, such as or including the 
Internet [abstract], Broerman teaches: 

receiving on a host computer property listings from remote personal computers 
via the internet; said property listings including descriptive indicia, price, digital 
photographs and/or streaming video, all relating to each property for sale [Fig. 7 and 
disclosure associated with Fig. 7]; 

storing said property listings in a searchable database on said host computer 
(obvious because Broerman teaches allowing users to search for property [Fig. 8 and 
disclosure associated with Fig. 8]; 

allowing prospective buyers to search for and display on their remote personal 
computers any or all of said property listings via the internet [Fig. 8 and disclosure 
associated with Fig. 8]; 

Broerman does not teach receiving on said host computer from said remote 
personal computers information and authorizations necessary to procure credit histories 
of said prospective buyers. However, Broerman teaches providing access to third party 



Application/Control Number: 09/901 ,795 Page 4 

Art Unit: 3629 

service providers [abstract]. However, Weatherly teaches "Once a relationship is 

formed, a landlord (seller) with a prospective tenant (buyer) the tenant will also 

provide the financial institution with the required information to perform a credit check 
and other financial information as necessary, including employer and income 
information" [Weatherly col. 4, lines 21 - 33]. 

Therefore, it would have been obvious to one of ordinary skill in the art at the 
time the invention was made to modify Broerman as taught by Weatherly to ensure that 
the potential buyer is eligible to complete the purchase of real estate. 

Broerman in view of Weatherly teaches: 

receiving on said host computer said credit histories of said prospective buyers 
from remote computers of outside credit information providers via the internet 
[Weatherly col. 4, lines 34 - 65]; 

transmitting said credit history from said host computer to said remote personal 
computers of said sellers via the internet or alternatively allowing said remote personal 
computers to access said information on said host computer (obvious that when an 
requesting entity requests credit history on another entity, the credit bureau transmits 
the credit history of that entity to the requesting entity, for example, mortgage lenders 
downloading credit history of a loan applicant); 

permitting said prospective buyers and said sellers to schedule showing dates 
(schedule associated events (e.g., showings)) [abstract] and times on said host 
computer via the internet (For example, a text or graphical calendar may be presented 
for times available and/or not available to the other party) [col. 12, lines 54 - 56]; 
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permitting said prospective buyers and said sellers to negotiate the terms of sale 
of the listed properties through said host computer via the internet (to negotiate via an 
electronic purchase contract) [abstract]; 

receiving on said host computer from said remote personal computer of said 
prospective buyers and said sellers data for the completion of all required real estate 
sales documentation [Fig. 9 and disclosure associated with Fig. 9]; 

preparing and transmitting to said prospective buyers and said sellers all required 
real estate sales documentation for signature (design choice to elect whether to user 
electronic signature, or, hand signed signature) [col. 6, lines 34 - 40, Fig. 6 and 
disclosure associated with Fig. 6]; 

verifying the sale of said listed properties with federal, state and/or local registries 
(design choice to decide where to acquire the sale information, for example a user can 
get information for county land records, form local MLS etc., electronic exchange of 
desired information is known to one of ordinary skill in the art, for example use of EDI, 
MLS like MRIS in Washington DC metropolitan area extracts land records for assisting 
real estate agents add listing to MRIS database) [sale verification, Fig. 1 and disclosure 
associated with Fig. 1]. 

providing for payment of host computer usage fees via the internet from buyers 
and sellers who have consummated a sale (business choice to elect whether to charge 
fee for rendering services, or, give it for free to the users) [Fig. 1 1 and disclosure 
associated with Fig. 11]. 
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Regarding claim 2, Broerman teaches system and method for a remote self- 
service real estate brokerage system on the internet. Broerman teaches system and 
method to facilitate a real estate transaction between a buyer and a seller by 
electronically communicating between the parties and third parties such as a real estate 
facilitating entities (e.g., lawyer, mortgage provider, title provider) over a network, such 
as or including the Internet [abstract]. Broerman teaches: 

means for allowing sellers of real estate to provide property listing information on 
a central host computer via the internet [Fig. 7 and disclosure associated with Fig. 7]. 

means for allowing prospective buyers of real estate to access and retrieve said 
property listing information via the internet [Fig. 8 and disclosure associated with Fig. 8], 

Broerman does not teach means for allowing said central host computer to obtain 
credit history data pertaining to said prospective buyers from remote credit information 
servers and communicating said credit history data to said sellers all via the internet; 
However, Broerman teaches providing access to third party service providers over the 
internet [abstract]. However, Weatherly teaches "Once a relationship is formed, a 

landlord (seller) with a prospective tenant (buyer) the tenant will also provide the 

financial institution with the required information to perform a credit check and other 
financial information as necessary, including employer and income information" 
[Weatherly col. 4, lines 21 - 33]. 

Therefore, it would have been obvious to one of ordinary skill in the art at the 
time the invention was made to modify Broerman as taught by Weatherly to to automate 
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the credit history checking, and ensuring that the potential buyer is eligible to complete 
the purchase of real estate. 

Broerman in view of Weatherly teaches: 

means for permitting said sellers and said prospective buyers to schedule 
showings (schedule associated events (e.g., showings)) [abstract] of said real estate 
and to negotiate the terms of sale of said real estate (to negotiate via an electronic 
purchase contract) [abstract] all via the internet (Broerman provides access to users 
over internet); 

(schedule associated events (e.g., showings)) [abstract] and times on said host 
computer via the internet (For example, a text or graphical calendar may be presented 
for times available and/or not available to the other party) [col. 12, lines 

means for providing said sellers and said prospective buyers via the internet all 
documentation necessary to consummate the sale of said real estate [Fig. 9 and 
disclosure associated with Fig. 9]; 

means for verifying with federal, state and/or local registries via the internet the 
sale of said real estate (design choice to decide where to acquire the sale information, 
for example a user can get information for county land records, form local MLS etc., 
electronic exchange of desired information is known to one of ordinary skill in the art, for 
example use of EDI, MLS like MRIS in Washington DC metropolitan area extracts land 
records for assisting real estate agents add listing to MRIS database) [sale verification, 
Fig. 1 and disclosure associated with Fig. 1]. 



Application/Control Number: 09/901 ,795 Page 8 

Art Unit: 3629 

means for paying the operator of said central host computer via the internet for 
use of the subject self-service real estate brokerage system (business choice to elect 
whether to charge fee for rendering services, or, give it for free to the users) [Fig. 1 1 
and disclosure associated with Fig. 11]. 

Regarding claim 3, as responded to earlier in response to claims 1 and 2, 
Broerman teaches a remote system and method for self-service real estate brokerage 
system on the internet. Broerman teaches system and method to facilitate a real estate 
transaction between a buyer and a seller by electronically communicating between the 
parties and third parties such as a real estate facilitating entities (e.g., lawyer, mortgage 
provider, title provider) over a network, such as or including the Internet [abstract]. 
Broerman teaches: 

a host system [Fig. 1 and disclosure associated with Fig. 1]; 

a plurality of remote data terminals and processors [Fig. 1 and disclosure 
associated with Fig. 1]; 

processing means within said host system including a central processing unit and 
associated memory means [Fig. 2 and disclosure associated with Fig. 2] 

data transmission means providing a signal path for data exchange between said 
host system and said plurality of data terminals and processors [Fig. 1-2 and 
disclosure associated with Fig. 1 - 2] 

communications means associated with said host system, said communications 
means being controlled by said processing means to provide and receive data 
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transmissions between said host system and said remote terminals [Fig. 1-2 and 
disclosure associated with Fig. 1 - 2] 

data storage means within said host system, said data storage means 
maintaining a plurality of data records and files of different types including property 
records, seller records, buyer records, prospective sales records and sales records [Fig. 
1 - 2 and disclosure associated with Fig. 1-2] 

means for allowing said central host computer to obtain credit history data 
pertaining to said prospective buyers from remote credit information servers and 
communicating said credit history data to said sellers all via the internet [Fig. 1 - 2 and 
disclosure associated with Fig. 1 - 2]; 

means for permitting said sellers and said prospective buyers to schedule 
showings of said real estate and to negotiate the terms of sale of said real estate all via 
the internet [Fig. 1-2,9 and disclosure associated with Fig. 1-2,9] 

means for providing said sellers and said prospective buyers via the internet all 
documentation necessary to consummate the sale of said real estate [Fig. 1 - 2, 6 and 
disclosure associated with Fig. 1-2, 6]; 

means for verifying with federal, state and/or local registries via the internet the 
sale of said real estate [Fig. 1 - 2 and disclosure associated with Fig. 1 - 2] 

means for paying the operator of said central host computer via the internet for 
use of the subject self-service real estate brokerage system [Fig. 1 - 2, 1 1 and 
disclosure associated with Fig. 1 — 2, 11]. 
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Conclusion 



The prior art made of record and not relied upon is considered pertinent to 
applicant's disclosure. Applicant is required under 37 CRF '1.111 (c) to consider the 
references fully when responding to this office action. 
1 . Information on FSBO.com 

Any inquiry concerning this communication or earlier communications from the 
examiner should be directed to Naresh Vig whose telephone number is 703.305.3372. 
The examiner can normally be reached on M-F 7:30 - 5:00 (Alt Friday off). 

If attempts to reach the examiner by telephone are unsuccessful, the examiner's 
supervisor, John Weiss can be reached on 703.308.2702. The fax phone number for 
the organization where this application or proceeding is assigned is 703-872-9306. 

Information regarding the status of an application may be obtained from the 
Patent Application Information Retrieval (PAIR) system. Status information for 
published applications may be obtained from either Private PAIR or Public PAIR. 
Status information for unpublished applications is available through Private PAIR only. 
For more information about the PAIR system, see http://pair-direct.uspto.gov. Should 
you have questions on access to the Private PAIR system, contact the Electronic 
Business Center (EBC) at 866-217-9197 (toll-free). / 




Naresh Vig 
Patent Examiner 
March 20, 2005 
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WNER Magazine 



We are back! Thank you for your patience while we were under construction! Our manual 'The 6% Solution-How 
to Sell Your Home Yourself and Save the Commission" Is still available. We have been adding to our product line . We 
now have everything you need to help you sell your home without the high cost of using a real estate company. Our 
magazine listing service is back on line. Advertise your home here. Or if your buying a home, please take a look at 
our homes. If you would like to know more about our magazine check out about FSBO for more Information. 



\Si manuai 
^product line 
\M\ ma&azine listins service 
\S \about FSBO 
border form 
^information sheet 
\S\quesHons and comments 



We appreciate the opportunity to be here for you. We have an order form for quick and easy use. 



S3 Please E-mail as at kathleen(a) crazio.com 



Kathleen L. Lepori - PUBLISHER 
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MANUAL 



"The 6% Solution-How to Sell Vour Home Yourself and Save Che Commission" Is still available for only $ 14.95 1 The manual Is a 
step-by-step guide on how to successfully market and promote your home. It also has blank contracts you will need once you have a 
buyer. We have been adding to our product line . We now have more it<%ms available to help you sell your home without the high cost 
of a real estate company. Our On- Line Listing Service is one of the best ways to give your home the exposure it needs. Please take 
a look at about FSBO.com for more Information. 

We appreciate the opportunity to be here for you. We have an order form for quick and easy use. Please E-mail us with any 
questions or comments . We look forward to better serving you. 

The FSBO.com staff... 



To find your way home click here 
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On-Line Listing Service 



Welcome to FSBO.com showcase of homes for sale by owner. If you are Interested in any of these homes* please contact the owner 
directly. If you have a home you would like to advertise, simply complete the Information sheet and order form. Start taking advantage of 
this excellent means of advertising today. Reach millions of potential buyers worldwide! 



ARIZONA 

"Scottsdale - SOLD! $ 196,000 - Exceptional condominum in a gated community 
CALIFORNIA 

"Los Angeles County - S 189,000 - Warm, friendly neighborhood 
~ Santa Clara County - $285,000 - Downtown convenience 

r Hmnboldt County - $359,000 - Beautiful country french custom home on 20 panoramic view acres 
P Sonoma County • $395,000 - Bay front home with granny unit 
r Orange County - $749,000 - Golf Course Estate 
COLORADO 

■~ EI Paso County - $134,500 - Small town living with easy commute to the Air Force Academy 
FLORIDA 

"Orange County - $440,000 - Lake front home with easy access to Orlando 
GEORGIA 

<IMG SRO" 
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INFORMA TION SHEET 

Please print out this form, (111 In the appropriate information and mall with your completed order form and check to: 
Kathleen L Lepori, IS 155 Redwood Avenue, Boulder Creek, CA 95006 



Mailing Address: 
Phone #: 



Bus#: 



Property Address: 
Fax #: 



(Please type or print clearly) 



STATE & COUNTY: 

LEADLINE: 

city): 



TYPE OF PROPERTY: 



_ ADDRESS (street and 



#BDRMS:_ 
SWR/SPTC:. 

ROOMS: [ 

ZONING:__ 
SIZE: 



#BTHS: 



_SQFT: 



LEVELS: 



FRPLC: 



GARAGE: 



WATER: 



HEAT: 



GAS/PROPANE: 



ADDITIONAL 



AGE/YE ARB UILT : 
TERRAIN:" 



_REMODEL: 
VIEW: 



STYLE: 



LOT 



DESCRIPTION: 



CALL: 



PHONE #/S: 



EMAIL: 



disclaimers: WARNING RE: MISREPRESENTATIONS AND AGREEMENT TO INDEMNIFY FOR SALE BY OWNER MAGAZINE . 
A) California Business & Professions Code 17530 makes It unlawful for any person to make or disseminate any statement or assertion of 
fact in any advertisement, magazine, newspaper or other publication concerning the extent, location, ownership, title or other 
characteristic, 
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FOR SALE BV OWNER MAGAZINE was the first magazines of its kind on the Internet! Oar presence on the Internet was established in 
1994. Our magazine, at that time, offered the for sale by owner an opportunity to advertise their home to millions of potential buyers. In 
winter 1995, we took a break to write a manual "The 6% Solution - How to Sell Your Home Yourself and Save the Commission." This 
turned out to be a very popular and helpful tool. 

We have decided to start advertising homes again! We also wanted to increase our product line and ofTer more sales tools to make it 
easier for the homeowner to advertise and sell their home. These sales tools are designed to give the homeseller a more professional look 
in order to compete todays real estate market. The magazine listing service is back on-line. Please take a moment and preview our homes 
advertised for sale. 

Please use the order form if you are interested in advertising your home. We are very excited about coming back to a full service 
magazine. We are sincerely grateful to all the people who continue to make this magazine a great success. 

Thank you, 

Kathleen L. Lepori 

PUBLISHER 



To find your way home click herefl 
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[TOese^^ 

cimmepta-DlBMa email m frt B=^qtfWftjj^ 



ccmmeiiti/pleflie email us at 

; : ;item,# P.ricefDescripyoiii * V.'r ; / ' -.^v ^/^K:-'' '■ - "'j V- .. 

. g|4de on how ; to t irfl your ownlumie without the high cost ofadng axe^ esiuitorCOQ^an^. pfli^a^alilei manual alio tncmdes a 
■ . A &-page parc^bAse contract, an addendum, 4^page>eners o&c^ Afi-if Blank forms were written 

\ by a real estaW attorney. X ' '* v ^ , . '. * ' " ' ~" 

2- $25 Brochure Holder* a plastic aU- weather container designed to bold and protect mformatian Dyers; Provides easy 
outside accessibility fox interested buyers, 

- o 

3 - SI 5 Flyer - contains information regarding yocr home and property. We provide an original so that yon can reproduce 
these on an as needed basis for your open bouses and brochure bolder. (Please complete Information shfet If yea would like to 
order tblsttexa.) 

4-$35YatrdS!gn-^ 

Hi It comes #ttb a ground stake and easy tnoimtlng instructions. 

5 - $35 Open House Sign * a sandwich-board-styte sign that reads "QPKN HOUSE" nmtlMi an amwr dtwtftfng hny*™ t n 
yoiffl^nne* 

6 - $10, Additional Blaok Contracts (set tnemdes a sbt-page tmrchase contract, ft^^^mn, 4-page sellers <&sdosure> and 
coonler offer.) A|l of tbese blank forms were wrttten by a real estate attorney. 

7 - $30 ^agarine Lb UngSenlce- advertUe your property on 

cptopdy. and tnenby price. We wm tncmde a Bnk to a page describing yonr home, acreage, lot, business opportunity or income 
property, etc. The ad wfflrun Tor 3 months and Is text omy. There wffl be an additional charge of $15 dollars for each 
photograph (Hmlt 4 photos), ffleaie complete the information sheet lf yon wanMflke te order tms Item.) 
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Magazine Listing Service 



As we begin receiving your advertising requests, this section of FOR SALE BY OWNER M again e will start developing Into a showcase of 
homes for sale. Below are the first of our homes that are currently appearing In this "on line" publication. If you are interested In 
advertising your home, lot, acerage, business opportunity, tlmeshare, Investment property, etc., simply complete the Information sheet and 
order form and return to us as soon as possible via email or regular mail. Start taking advantage of this magazine today. Reach millions of 
potential buyers world wide! 



CALIFORNIA 

• Santa Clara County - $285,000 - Downtown convenience 

• Humboldt County - $359,000 - Beautiful country Trench custom home on 20 panoramic view acres 
GEORGIA 

• North Fulton County - $230,000 - 2,500 square feet brick ranch home with full unfinished basement 

MASSACHUSETTS 

• Middlesex County - $144,950 - Picture Perfect Cape: 7 rooms, 3 bedrooms, beautiful woodwork 



v 



Please E-mail us at kathleen@cruzlo.com 



Tojlndyour r»ay home click herd 
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Palo Alto, California 



427 Alma #160 

Downtown Convenience 

Highly desirable location with elevator access. Ideal for someone who doesn't drive. European kitchen 
cabinetwork, custom closets, efficient use of space. Walking distance to Stanford; across from train station. 
Secured storage In basement 

*pricc - $285,000 

'built in 1985 

1,200 Square feet on two levels 

*2 bedrooms 2 baths 

^secured parking 

For more information call Carolyn Gibbons at (415) 462-0926 
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Garberville, California 



1593 Old Briceland Road 

Beautiful Country French Custom Home on 20 Panoramic View Acres 

Quality, custom single-level home with features that Include vaulted ceilings, oversize dual-pane low-E windows 
and Trench doors, large country kltchen/famlly room, formal dining room, and step-down living room. A Master 
suite with walk-in closet, tile shower, dual sinks, gardern tub, and skylight Laundry/sewing room off kitchen 
and central vacuum. Construction: stucco exterior; tile roof; 2x6 exterior wails. 

•price - $359,000 

•buUt in 1994 

•2,800 square feet 

•3 bedrooms 2.5 baths 

•3 car garage with a 350 square foot heated multi-purpose room 

For more information call Larry Clow (707) 923-4304 
email: clow@northcoast.com 
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Alpharetta, Georgia 



2250 Fairfax Drive 

2,500 Square Foot Brick Ranch Home with Full Basement 

Large ranch north of Atlanta with full unfinished basement In a small, friendly subdivision. Wooded backyard 
with deck. Easy access to GA400. Oversized kitchen. Spacious master bedroom and bath. Security system. 
Exterior painted in 1995. 

oprice - $230,000 

obuitiin 1990 

a one-third level acre 

•5 bedrooms 2.5 baths 

•2 car garage 

For more information call Leigh Ann Nail (770) 475-3392 
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North Billerica, Massachusetts 



4 Pleasant Street 

Picture Perfect Cape: 7 rooms, 3 bedrooms, beautiful woodwork 

Corner lot located on a quiet side street across from the Concord River, watch the ducks and boats go by, yet 
the basement stays dry! 

•Price - $144,900 

•Nice big eat-in kitchen is 16* with beautiful cabinets, self-clean, double oven electric stove 

• Formal dining room addition off kitchen gets plenty of sun, keeps cool with ceiling fan 

• Entertainment sized family room with built-in custom bar and wall to wall carpeting 

• 10, 850 sq. ft level lot with plenty of paved parking and nice brick walkway 

• WUhin4milesofRt 3 andRl 495, 25 mux to Boston, 15 mux to N.H. 

• 7 rooms, 3 bedrooms, 1 full bath, large family room, lots of storage 
•Attractive wood/coal stove with blower that can heat the whole house 
•Hardwood floors on 1st level, wonderful woodwork throughout 
•Nice patio area with full brick Bar-B-Que and pond in garden area 
•Full finished basement kept dry with French drain system 

•Oil furnace with steam heat and tanhless hot water 

For more information call Joe Dunbar at (508) 663-9113 
EMAIL: joe@applix.com 
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Welcome to FSBO.COM, an easy-to-use database of real estate for sale by owner, also referred to as; by owner and 
fsbo (pronounced fiz-bo) f plus helpful hints to selling real estate or buying real estate throughout the country. Available 
are; homes for sale, condominiums for sale, commercial real estate, business opportunities, and vacant land. 

(All Real Estate is offered for sale by the owners of the properties with no commissions paid.) 



FSBO t Inc. 
934 N. University Dr, Suite 160 
Coral Springs, FL 33071 

E-Mail us at: sales@fsbo.com 



Ail material Copyright 1994-1998 FSBO, Inc. 
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Purchase Information 
Please choose a product, then fill out the Personal information below. 



Quantity 

| $U.95 Manual - 'The 6% Solution - How to 

Sell Your Home Yourself and Save the 
Commission" 

This manual is a step-by-step guide on how to 
successfully market and promote your property, tt 
also has blank contracts you will need once you 
have a buyer. 



$19.95 Yard Sign - This is a mutti colored 

standard size lor Sale sign for your yard. 



$19.95 On-Llne Listing Service - Includes one 
photo that you send us ( one time fee. 
advertise your home until sold or 
cancelled }. Please complete the add your 
listing form. . 

$5.00 - Each additional photo (up to four). 



$10.00 Change Request - Each change 
request after initial listing is set up. 

$39.95 The Complete Package ( A $64.85 
Value I ) 

- Includes: 

1 . On Line Listing Service - Please 
complete the add your listing form. . 

2. Yard Sign 

3. Manual 

4. Change request ( one time ) 



FREE Professional Services — Advertise your 
real estate related business 
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Personal Information Note: Information submited through secure server. 



First Name: 
Last Name: 



Daytime Telephone: |~ 
E-Mail Address: [~_ 



Shipping Address: [ 
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1 On Line Listing Service - Please 
complete the add your listing form. . 

2 Yard Sign 

3 Manual 

4. Change request ( one time ) 



FREE Professional Services —Advertise your 
real estate related business 



Personal Information Note: Information submited through secure server. 



First Name: |~ 
Last Name: T 



Daytime Telephone: (~ 
E-Mail Address: f 



Shipping Address: 
City: 



State and Zip: f~ [~ 



VISA 



c 



Credit Card Number: 



Expiration Date: Q 
Name On Credit Card: [~ 
Special Instructions: 



u 

J 



FSBO, Inc. 
934 N. University Dr, Suite 160 
Coral Springs, FL 33071 

E-Mail us at: sales@fsbo.com 



All material Copyright 1994-1998 FSBO, Inc. 
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Frequently Asked Questions 

1 . Why go FSBO? 

Because you can and because you can save thousands of dollars in commissions. Nobody knows your property like you, 
nobody can explain the features and benefits like you. All you need is prospective buyers, and they come through 
exposure. 

2. How do I expose my property to the most prospects? 

Well, with photos on the Internet to start, with over 50,000,000 people now on the Web. Local exposure with signage in 
your yard, local newspapers, etc. Always advertise the Website so that prospect can see the photo's of your property. 

3. How do I know what to do when a prospect calls? 

First, find out where they found out about your property for sale. If they dont buy, at least you will know where to keep 
exposing your property. Next, answer all of their questions honestly and with sincerity, and while they are asking you 
questions, you need to ask them questions back. You need to get their thoughts and opinions of your property so that 
later you can guide them through the thought process of believing they could live in your property. For example: rf they 
ask "how big is your living room,' you need to ask them back "how many pieces of living room furniture do you own?" 
With the answer you can then help them visualize their furniture in your living room. 

4. When should we discuss price? 

Right up front. If you plan to negotiate on a different price once the prospect is interested, you need to get the following 
information out of the way, 1 . possession 2.financing 3. personal property that may stay 4. any contingencies, such as; 
building inspections S.does the buyer need to sell their property first 6.all other details that pertain to your property. 

5. What should I do if real estate agents start calling me? 

Start by finding out which office they are with and the office managers name. If you feel they are harassing you or 
making derogatory statements, you need to call the manager and complain. If it persist, all real estate agents are 
licensed through your State Division of Real Estate, let them know if they call again you will call the state regulators. 

6. Should I have an attorney? 

It is advisable, but not necessary. You are saving thousands of dollars, so an attorney should only charge in the 
hundreds. If you plan on using an attorney, contact them prior to putting your property up for sale and get in writing what 
they charge and the services they provide. 

7. Do I really have a chance to find a buyer on the Internet? 

Yes, and your chances are increasing each year. Fact 1 , in 1997, there was over 3,000,000 people who invested in the 
stock market for a commission of $20 or less using the Internet. Tnis number is expected to grow to 12,000,000 in the 
next three years. Fact 2, over 50% of all stock mutual fund investors bought no load mutual funds to save commissions. 
Our feeling is that these people know how to do research, use the Internet, find the best values, and make the decision 
to buy all on their own and save big time commission dollars. When these people are ready to buy a house they will go 
through the same process. 

8. 1 am not a very good at salesmanship? 

TTiat's OK, if fact, most buyers dislike someone who is real slick and fast talking trying sell them something. Just be 
yourself, answer all questions with sincerity. Dont dwell on the negatives and always accent the positive. While a home is 
usually the largest purchase a person ever makes, the automobile is the second largest and look what is happening in 
that industry. Large lots and one fixed price with no haggling. Finally, you can buy a car and get the best price without a 
salesman and haggling over the price. Each year more people buy this way, and they will soon buy their next home this 
way. 

$. What about the Security issue of a stranger coming into my house? 

Excellent question, just like the prospect knows your name, address, and telephone number, you need to find out this 
before you even discuss an appointment to see your property. If they refuse, then trust me when I tell you, they are not 

a <primig hirypr anrl fhpy arp htot wactinn vnnr frimp If thpy arp a Qinrprp nrn«tnpri tripu will nlarUv vnlnntppr thp „ 
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j. how oo ; Maw ma r r o oo wng/ r a prospec t cans/ — 
First, find out where they found out about your property for sale. If they don't buy, at least you will know where to keep 
exposing your property. Next, answer all of their questions honestly and with sincerity, and while they are asking you 
questions, you need to ask them questions back. You need to get their thoughts and opinions of your property so that 
later you can guide them through the thought process of believing they could live in your property. For example: if they 
ask "how big is your living room," you need to ask them back "how many pieces of living room furniture do you own?" 
With the answer you can then help them visualize their furniture in your living room. 

4. When should we discuss price? 

Right up front, if you plan to negotiate on a different price once the prospect is interested, you need to get the following 
information out of the way, 1. possession 2.financing Z. personal property that may stay 4. any contingencies, such as; 
building inspections 5. does the buyer need to sell their property first 6. all other details that pertain to your property. 

5. What should I do if real estate agents start calling me? 

Start by finding out which office they are with and the office managers name. If you feel they are harassing you or 
making derogatory statements, you need to call the manager and complain. If it persist, all real estate agents are 
licensed through your State Division of Real Estate, let them know if they call again you will call the state regulators. 

6. Should I have an attorney? 

It is advisable, but not necessary. You are saving thousands of dollars, so an attorney should only charge in the 
hundreds. If you plan on using an attorney, contact them prior to putting your property up for sale and get in writing what 
they charge and the services they provide. 

7. Do I really have a chance to find a buyer on the Internet? 

Yes, and your chances are increasing each year. Fact 1, in 1997, there was over 3,000,000 people who invested in the 
stock market for a commission of $20 or less using the Internet. This number is expected to grow to 12,000,000 in the 
next three years. Fact 2, over 50% of all stock mutual fund investors bought no load mutual funds to save commissions. 
Our feeling is that these people know how to do research, use the Internet, find the best values, and make the decision 
to buy all on their own and save big time commission dollars. When these people are ready to buy a house they will go 
through the same process. 

B. I am not a very good at salesmanship? 

Ttiat's OK, rf fact, most buyers dislike someone who is real slick and fast talking trying sell them something. Just be 
yourself, answer all questions with sincerity. Donl dwell on the negatives and always accent the positive. While a home is 
usually the largest purchase a person ever makes, the automobile is the second largest and look what is happening in 
that industry. Large lots and one fixed price with no haggling. Finally, you can buy a car and get the best price without a 
salesman and haggling over the price. Each year more people buy this way, and they will soon buy their next home this 
way. 

9. What about the Security issue of a stranger coming into my house? 

Excellent question, just like the prospect knows your name, address, and telephone number, you need to find out this 
before you even discuss an appointment to see your property. If they refuse, then trust me when I tell you, they are not 
a serious buyer and they are just wasting your time. If they are a sincere prospect they will gladly volunteer the 
information. 
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FSBO, Inc. 
934 N. University Dr, Suite 160 
Coral Springs, FL 33071 

E-Mail us at: sales@fsbo.com 



All material Copyright 1994-1998 FSBO, Inc. 
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Add Your Listing 

f I One time set op fee of S 19.95 to advertise yoar property P&* one photo until sold, no other charges. 

* A. To Submit online listing, fill out the form telpw» .wt^^creo^^card formation, and scanned photo, save as Jpg % 11 
dpi ( me should be &-7k)YUse fee BROwVbutSn^the form to upload your photo. 

B. Send regular mall; print out fonn^iend with photo and check payable: 




For other hetoM sening toob go to SoppUei/Producti 



il4?iUScatioii and Owner Information 

Contact/Owner Name \ 




Contact/Owner Address j 
Contact/Owner City [ 
Contact/Owner State [ 
Contact/Owner Zip |" 
Contact/Owner Country | 
Contact/Owner Phone |~~~~ 
Contact/Owner Work Number I 




Contact/Owner E-Mail f 
Tax ID 



Property Location 




Property Type) Residential 



SchojoiPistrictT 



Township, 
Subdivision/ Association] 
Lot NumberT 
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Home Descriptors 



General 




Remarks / Description 



Property Web Address http://T 



ftincUon, you must be using Microsoft Internet Explorer 4.0 ^g^Bg^^j^^^^newer. 



1 



■ iiwi iiTTi ^1*1 i ■ if [mi 

can't see a browse button next to the Image file field, you have Qu^^tionsT? 
it ■ , ^. s , - ^ T ^ ^ .... , - ■ - *" available at no charge from Netscape's or Microsoft's hai^^j0$ 

yw^^lglCjl photo to an emai 1 and send Lt seperately to sale s@fsbo.com. aw*k 
£j>/^t>^ Option B at the top of this page ) 

^■^^^M^^7 Unaw File [ 

Credit Card Type 









JtSL 


^^^H iWMran) ^^^H 












Name on Credit Card |~ 
Credit Card Number [" 
Credit Card Expiration Date] - 




I 

[Wednesday. October 30,' 2OO2I 
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Walerfront Footage |~ 
Type of View |~ 
TerTain[" 



Home Descriptors 



Total Sq. Ft 
Number of Bedrooms f 
Number of Bathrooms [ 



General 




Remarks / Description 



Property Web Address n ttp://| 



^^i-^^^^^^^-^ 09 ^ function, you must be using Microsoft Internet Explorer 4.0 w^^^t'f^.^^^ 

\ V $ A '$ J ^W^^^*^**^^^^^ IT you can't fee a browse button next to the Image fl le fie Id, you have ttra.t^qw^^^^^j 
i^^Sf^^^^^-^^^^^f' u P8 ra<tes we available at no charge from Netscape's or Microsoft's honwply^^)^^$^gi^ 
tv J : : ">?^ ^ C *^!^ L J!7? , ^i* Jl ijB>^" Ll P§*° 10 811 6111111 311(1 $end lt "perately to sales@fsbo.com. 
> - j£ J^lX^^P^^X S« Option B at the top of this page ) 

Image File | ' - * 



Name on Credit Card [ 
Credit Card Number 



Credit Card Expiration Date j~~ 
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Distributed by Inman Newi Feature! 




• How do vou decide what price to offer? 
* y How can I reduce the stress of buying and selling a home? 



W 





Should vou accept a backup offer? 
♦ How many agents should I interview before choosing one? 
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Return to article index 




How do you decide what price tp/6ffer? 



By Dian Hymer 



Years ago, when the real estate market was in'frVdoldrarhs^buyera* ra offers. Today, In areas where the 

* "".bidding against you for the property. 




u j where you want to buy If your aim Is to 

make an offer that will lead to the successful negotiation of a home'^ offer boo low a price, you could risk losing 

the property to another, better educated buyer who's knowledgeable about current market values. Or you could risk Insulting 
the sellers v with such a low price that you then have difficulty negotiating with them at all. _ 

^.^^piple^mejbuyer decided to start with an Initial offer price that was 10 percent lower^than.th^HsFplKe^even though the 
fy&Vjti^^ market for less than one week. This was several years ago wh^tHe^Jl^S^^ri^was recovering 

A$f^ buyers still expected sellers to make large price concessions^^ for a 



bat he 
s buyer's 



f ^ -^^^^^^A^^ lerf eT I Is t price, even though the property was new on the market. Thelsel^was^p!* 

LS^pk^JSKto ' be^n-insulbngly low offer that he threw the buyer's agent out of his house^anclF 

J*#^f ) _ 

i extreme case/ but it's not uncommon for a seller who's insulted by a buyer*s[ofTer^roCTjjnb 
.jgp^ a property is over-priced for the market, you might have afp™ 5 ™^ 

l^^^^^^^^^JhQi^QQTty has been on the market for awhile. 

FIRST;TI M E Vn P : ' Bef o re you make an offer, ask your agent how much list prices on slmilar>iom^are^nff<*rscounted when 
they're'sbld, 'Although any given home sale may deviate from the norm, this Information can pro\rt^a*gauge. For Instance, If 
similar homes have sold for within 5 percent of the list price, and you think the home you're considering Is well-priced, you 
might offer 6 to 7 percent below the list price which leaves a little room for negotiation. 

Another variable to take Into account Is how long the llsting^has^lb^^ If the property Is new on the market, and 

there Is a lot of Interest from other buyers, you should ^^I^S^^i^^^m>ur Initial offer price than you'd be If the 
property had been on the market for months with nointieregt|^ 

A big problem facing today's buyers who are att^ptin&gK^ is how much over, not under, the list 

price to offer when there are multiple offers. Tj^Wjrg^ results every time. Your best bet Is to 

base your offer on the same sort of market dd^^^ji^^^^S^^y^^!S^^^^tiy market. Find out how much over the 
asking price similar homes have been sell I n ^^^em^^ S^^^^^r^^^r£i^^'^' 

When you're up against formidable com peti OonTb^pre paredlSS 
chance to attract the seller's attention . f «—>-•*-—»•■ 

THE CLOSING: It's wise to set limits so that [i^^i^^^^^^^^^^^^^ more than the property Is worth. But, 
don't lose out for a few thousand dollars. " ~* l **- M -"-- ,t "- 

Dian Hymer is author of "Starting Out, The Col^f^^^i^^^^^^j^^^^eTBooks, Revised 1998. 
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home? 



How can I reduce the str^ssftof -b;u yi n^g^apjJ^s^l I i jh g a 

By Dian Hymer V : ^^kv^V;P^Xy^^^ii 

Buying or selling a home ranks high on the list of stress-pro vokl ng sltua0cm8/;It J s;dlsnjpting, uncertain, unsettling and time- 
consuming, not to mention expensive. Sellers whose h<^es seJl qu^ sold boo low. Sellers whose homes take 
months to sell wonder If they'll ever sell. Buyers agonize over paying tod mu'ch^Ahd^both buyers and sellers complain that the 
process takes too long . £ 



People move for a variety of reasons, sometimes by choice but often f rmt^Frequentiy a move Is forced on a family because of a 
deajh^djyorce, a Job loss or an unanticipated transfer. So the^reasorTfor the move can be stress; provoking. And since most 



^ ^divorce, a Job loss or an unanticipated transfer. So the reason for the move can be stress^ provoking 
people dlsllke,change, the very act of moving Is bound to be stressful. What can you do to ease^the pilln??^ 



Your agent should review the buying and ^t|n£<^ you know 



SMake sure that 



CV^s^^^^^^^^J^^O 60 *- carefully- A good agent will go out of his or her way to make^trtejrh^^eas® 
v;^rf your agent wlirrarhmunfcate with you regularly, and will be available to consult with you W^srwDr0n^ce 

;£ "At^^ L L ,J ' tL ' " 1 - VA * 

h'/X - What to Texpect. ''^Oy; ■ ■ - .3 

%^:-<Etoye^^^ should find an agent who has experience working with buy^^Whb^ 

^'^V , '^'S'pr , ^JHy^^y^^yo^ with a good recommendation or ask the agent who is helplng*you;6^ agent to 

1 >^ relocation package. It should include information about your rrewVc»mrt^ listings 

^ - xtf- Homes'^ i^-*ft™*j«ft-fta*flBi«ii» 

x m^Intemrtj8:a"great source of Information. For example, Realtor.com (www.realtor.com) lls^l)3;rnlllloj}>pr6perties across the 
countryrhat*are for sale. It Includes maps, photos and community facts. So Its possible to pre view -listings long distance. 
Buyers who are buying locally can also cut down the time they spend looking at new listings by viewing homes on the Internet. 

Getting your home ready to sell can be a huge task. If you're short on time, consider hiring help If you don't have family or 
friends who can help you out. ^^r.?s*?7^rtrt>w 

Showing your home to prospective buyers Is an Invasion (tf^yo^ its best to leave your house when it's 

shown. It may make life easier If you plan to ea t outwhen the home :&fwW<^tt^rarket and Is getting a lot of showing 

aCtjVltV ' 0^^^^^^^^^^ ^ 

FIRST- TIME TIP: If you're buying or selling a.lio^ so that you don't duplicate efforts. 

Perhaps one of you can preview new listings v and't^' bth'era good use of modem technology to 

n n t,i-» n i—i i • »«i —i ii i r__^-in_ i »*r„ ■— " — *-> exchange messages. 




ycl I ng fr^ your «^ InJ 
life, as weN as* pro vide neeo^ ; relaxation^ 



..^^unfavoiite hobbles and sports will add some 



t eliminate stress 

reducing activities like Jogging or cycling 
semblance of order to your chaotic life, a: 

Plan time outs for you and your family. Take da y'trt ps" be go a w fl y ; for^a; weekend :^If you' ve been looking for a home for months 
with no luck, take a break and enjoy yourself. % /^y^^$^^^9S^/!^ik^ 

THE CLOSING: There will undoubtedly be times when; you Tee) stressed otitoi&epresied. Understand that these feelings are 



normal and they will pass. 

Dian Hymer is author of "Starting Out, The Complete Home BuyerfsGu$deZ m Chronicle Books, Revised 1998. 



Copy wright 1999 Dian Hymer 
Distributed by Inman News Features 
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What is a swing loan? 

By Dian Hymer 



Trading up to a larger home or down to a smaller one Is more a>rM^ a first home. Two home sales need to 

take place to accomplish your move: the sale of-yourcuiTCnt'h^ a new one. Ideally you'd like to 

coordinate the two transactions so that you don't have to move'twIce^'One^ay to accomplish this Is with a swing loan. 

„ ^mmmm^m^. 



A swing loan (also called Interim or bridge financing) enablesj^to' t boTOw^a^g>^on of the equity In your current home to use 
for a down payment on a new home. For example, lefs say ttwtfyou! relying a home for $500,000. You have $50,000 In 
savings JJwt,you can use for a down payment, but you want to*pu£ 20 percent down so you're shy, $50,000. The home you're 
^Hn^|^^^^0,000 and you have a mortgage on that property for $150,000. j^^^^W^^^^k 

^S^p^n^ from one lender to the next. Some allow you to borrow up to ^^^^l^^cgti^gval^e equity , or 

^5ft^%?8^^3i^ nt of $150,000) In this example. Others will lend up to 80 p6^t^^Mu^^Tp1§^rty, less 
^Bny^w^g^e^r^ against lt-$90,000 In this example (80 percent of $300,000 Is^gfiK ^l^ISl^ I^^uals 
*^^^^^^^^ca|e, the swing loan generates more than enough cash to close on tf^^^^^^gg^^Bp||B 

^/M^S^^^M^^H l ^ mns 030 te riskv de Pending on the current real estate marke^^!r^^^B^^j5ll]^nm-term 



w -* --». v , - . - — - - ■- i — / — -- — .T...iyjvniiiti nfi^nOW I 

Ome to'pay ofLthe loan, but the seller lost thousands of dollars in the process and didn't have' afhew'HoTO^tD^how for his 
efforts^-^^ " 



efforts? 

The Interest rate on a swing loan will be about 2 percent higher than you'll pay on a 30-year fixed-rate mortgage. Payments on 
swing loans usually accrue and are due when the loan Is paid off. This keeps your monthly housing payments down for the 
period of time that you own two homes. ^r^^^W^i 

Some swing loan programs require that you have your, oW, home, undeh before the loan funds are issued to you. 

And some lenders, like Cendant Mortgage, requlreJhaVlhe^^ Is also with Cendant before they'll 

agree to fund a swing loan. 

To qualify for a swing loan, you'll need to have en&ghtlncomei both homes. If you're stretching to 

qualify and can provide the lender with a copy'tfjgl^ the rental Income can be used to help 

you qualify. Otherwise you'll need to sell youttijrm£hoi^^ need to buy the new home. Another 

option is to find a seller who will accept an |°^|^^^^^^^^^^^^^^ ome - 

THE CLOSING: Swing loan programs are a va ifi ^e^^^^^^^^^^^^^^^^^G brokers. Be sure to get pre-approved. 
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What is the effect 

By: Dian Hymer 



During the first week of June this year, Interest rat^bh t h6me^ they have been In nearly two years. 

According to Freddie Mac, an organization that buys'mortgages frorh banks and "otheOoan originators, the average rate on a 30- 
year fixed mortgage was 7.41 percent, the highest since Se#^^?49^ mortgage Industry think that rates will 
plateau at this level. Others believe that rates are golrig,to>s:rriuch;a^^ time will tell. But under either scenario, 
It, like the period during which we have enjoyed the lowesfmbrtoag^ may be drawing to a close. 

One^of r theJJrst effects of higher Interest rates is that the refinance market slows down. Homeowners .whowant to refinance 
^^^curn^Miortgage Into another one with a lower rate will table their refinance plans when-rates^rW^fey ,,t be back in the 
^. market when-lntejeet rates drop again. 

fefe effected by rising rates. Higher Interest rates make it;fwrtie*,f«|!^ financing. 

t Wten rates rise too high, buyers have to scale back their expectations and buy more a^^aD^^S^r^^Hraertles. 

MSm In a tt w 'Attn 1 IftZli k. .^n. a m rr%~,t- nm f». > neA I ^ ff«^~4 K n »-» I If I ih^^f^Ut^i2^S9^S^'SS^Xi£^^^*l^^^Q^ Q j- 




financing. 

f^}^t\r^ : J^'U^^nie^)n June this year, the average initial interest on a one- year adjustable-rate mb^^ the 
l^tlnjBi^ annually) was 5.85 percent. ^i^^^^^^S^ 

Some ^ b'uyersja re nervous about taking an adjustable-rate mortgage (ARM) when rates are rtslng^'Eyen^qugn'most ARMs limit 
how'hlgrFthe Interest rate can go during the life of the loan, home buyers often feel more comfo^file^with stable monthly 
housing payments. For such buyers, a hybrid mortgage, also called a fixed-period ARM, Is another way to keep financing more 
affordable when rates rise. 

A hybrid mortgage Is one that has a fixed interest rate fo^a.peYf^^^rjne/HLJSually for 3, 5, 7 or 10 years. After the fixed 
Interest rate period, the Interest fluctuates for the remainlhgiterm.bftthe^n^The initial fixed interest rate on a 10- year fixed 
ARM is approximately 1/2 percent lower than It Is qn|j3^^ 10-year fixed ARM, Ifs likely that the 

homeowner will never experience rate nuctuatiorts^brau^^ either sell their home and 

pay off the mortgage or refinance within 5 to ljf&ml 




FIRST- TIME TIP: While you might expect hlgher^nterest^r^ down, the opposite can also occur. 
In April of this year, when rates started to Incrvup^ bought at a pace that was the 
second highest level on record. With lncreased:com^ It makes good sense to get pre- 
approved for a mortgage. A pre-approved buyW^cajn'c difference to a seller. 

^■■■'^^^"^■•iii^^^^SBBS^^ Interest rate. When you lock in a rate, 

_ _ _ _ _ {further, as long as you close within a 

specified time frame (usually 15 to 90 days)*;?-- " " " 

Dian Hymer is author of "Starting Out, The C ^PA^^ ■^^e'^^T^guWi^g 
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How often should a home 

By: Dian Hymer 




Most home buyers wouldn't dream of buying a home Without flret having It thoroughly' Inspected by qualified professionals. 
Many sellers today are ordering pre-sale lnspecaoh„reportB\when;tt^ sale. But, don't be lulled Into thinking 

that the only time you should have a home Inspected Is when you buy it or, seil It 1 Routine Inspections will save you money In 

Although most buyers are diligent about Inspecting a propen^scond id on before they purchase, they often relegate home 
Inspection jssues to a low priority soon after closing the sale. Thls^ri ft lead to big trouble If reladveJy^small problems are left to 
^deve^Jn^ p^^r structural defects. Keeping a property well maintained Is necessary If yourjalm^feS^p^tect and enhance 



|;SpOT}aft^ new home, make a 



. ^ - ^' K i -"t - > ,,st of a " the defects flagged In your horrre'pvrchase^ispectton^F 

;r v ^ ne^^ seller corrected some defects as a part of your purchase bQjiu^&^p'^^^iM^ 

vhen vnu spII Hip nmnprtv Then nrir,r\H^ r ^ i\^ ^>^^^l^'*^f, 



rts that still 



i^^inlf^ In handy In the future when you sell the property "ThenVtoridlij^ so that 

y-^,foraim.Hi>Kf M ^irm»Mwii a »« ™ ** — - «..i^ui„ e„». a schedule for a>mpleUng\iKS£^ 




^i;|v; : dow^ the chimney that carried rain water f 

^6iaame^u&ra^^ r /tfter awhile, the foundation settled significantly In this area. Conse^^hytii^USi^^J^ sloped 
^ncmceflbl^towand the fireplace. When the seller listed the property for sale, he had dlfficuli^^ii^flloefK^ers were 
concerned about the settlement. The seller had to discount his price over $10,000 to cover the^cost^rMeveling the foundation 
and the living room floor. The problem could have been avoided entirely with two down drain extenders which would have cost 
less than $25. 

At least once a year, walk around your property with a note r pa^lnjtwr^;andjTiake a list of the repairs that need to be 
completed before the next rainy season. If you lack experleJic^hlre^rc^tr^^or home Inspector to walk around your home 
and create a check list for you. ^S'M^MW^^^ 

/mmmL" 

Rain, wind and sun cause damage to the extertor/jButec^of'yp^ and peels, water can penetrate the 

exterior walls and cause Interior damage. MlssJr^stiai^^ri^ also lead to water damage, so make sure 

that your roof Is carefully Inspected by a qualified p^e^lonaft^ 

Each home will require a slightly different home ^^Svf^nq^^^S^^^^^^hou live under overhanging trees, your 
roof gutters will need periodic cleaning. The trees 1 wlll als^^^^ good shape and to lower fire and wind 

risks. Its a good Idea to note these routine maintenance teste^ohiyourtcai 

Have your home inspected for wood pests every few yea re ^ awareof problems before they become major. If all of 

this seems like a headache, keep in mind buvere pay a^pre^ in good condition. 



THE CLOSING: Also, Ifs easier to get your h0r ^?^^^^^^^^^^^^^^^^ dne maintenance ' 
Dian Hymer is author of "Starting Out, The Comp/et&H^ Revised 1998. 
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What is a loan-to-value ratio?, 

By: Dian Hymer 




One of the factors lenders consider before they approve a mortgage Is the J^n-to~- value ratio (LTV). The LTV Is the loan amount 

you make a 20 percent cash 
property for $250,000 and the 



expressed as a percent of either the purchase price or reappraised va I ue^of. the property So, If 
down payment on a property you're buying, the LTV Js "80"percen propert 

mortgage amount is $200,000, the LTV Is 80 percent (iW$200#bO'loan omoiiritfdlvlded by the $250,000 purchase price). 

A mortgage with a high LTV Is one where the mortgage amountjs hlgfvrelaave to the borrower's cash down payment or to I 
equlty^ln.fre^property. For example, If the LTV Is 95 percent, the^fior£gag^e amount Is equal to 9^5 percent of the pu 1 
an|C^(&;tw^s,cash down payment Is equal to only 5 percent of the price. From a lender's perepe^veY^^h LTV 
^/jn^'rt&y;^ the LTV is low. When borrowers make a large cash down payv^t^w^^^-^^^^^ 



the 

rchase price 
mortgage Is 
Wpe^pulty In a 
" ntt *~" t A which puts 



vpti^rty;'^ likely to default on the mortgage. Borrowers with less equity In 



Umdere,oftoi^ of high LTV loans bo pay mortgage Insurance to protect ,....„.. 

^5| s Jncn*^^ High LTV loans can also carry a higher Interest rate'andfttrei^ to 

r>li-ttkkufor&r-£^wi~£JJ^ i~ i i i . . ^^3 J ^if^^^^i^^^di^^>i 




Mtefault. This 



i^jiere^aiso^nave reason to De concernea arxtuc me Duyers li v. it trie buyers liv is ntgn arrajthe;appralsed>^ILW 
^<»m^^^ purchase price, the transaction is put in jeopardy. Part of the m&ii^^^m^i^waBS 

^appraiser's report of the current market value of the property. If the appraised value comesih^o^e^t^ntt^puri 



than Is 



the home 
Involves an 



the^pu rchase price, 



the lender will base the LTV on the lower of the two amounts. 

Lefs say you're putting 5 percent down on a $250,000 property. You need a mortgage for $237,500. The appraisal comes In at 
$245,000 and the lender is only willing to lend 95 percent of the appraised value, or $232,7 50--$4,750 less than you need to 
close. You may have to withdraw from the transaction unless. you;have;an additional $4,750 cash to apply towards the 
purchase. 

I before they'll approve the loan, 
uation where the appraisal comes In 
pre lenient on the appraisal. One of the 
: lender to another quickly. 




High LTV buyers are at a dlsad rentage when.they^are P^^^^^^^^i^^V-p 1 ven cri 
prefer to accept an offer from a buyer wlto ajajpe^ less risk of 

THE CLOSING: To be more competitive, you^may. neeif fi^^j^&fl^^^^^^^nQflf^nP^^^^ ^ --^ 

both \ « ^ v>y ^.VH5 ^ *"''" ^ 



choice, most sellers would 
the deal falling apart. 



.Vprfce range or accumulate more cash, or 

<;.<: fy4{-W^ r tS^ 

Dian Hymer is author of "Starting Out, The Complete, Home Buyer's Guide}? Revised 1998. 

Distributed by InWan Nevfs]Featun 
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How do I prepare to buy 

By: Dian Hymer 




Home buyers are often plagued with anxiety. Home buying Is something most people do Infrequently and the rules of the game 
are constantly changing. The process Involves making a' huge In ves^^ most people make In their lifetimes. 

Some buyers fear they'll make a huge mistake. Others' vrorry that they^ house for their money. 

One way to cut down on the uncertainty Is to go about home buying Just as^you -would any other Important business endeavor- 
In an organized and systematic fashion. The first step Is to ' ma |^ sure ^at^ buying a home Is the right thing for you to do at this 
dmeJn^ypurJtfe. The answer to this will vary from one buyer to^tiie^nextTand you may want to consulLwjth a financial advisor 
^before makJng^thls I m porta nt decision . ^jrtis«a*& 

^nm^are^lent^bf good reasons to buy a new home: you need more space, you're ready^tD^pitdo^^rot^^o^eed to live 
^gtow^w^^^&^ycwr children's school. But, buying a new home won't remedy a badj^r^gelf^ Job 
^^!^S^^^ y ?HMl^ 7 ou m, 9 ht te transferred soon, you should probably postpone b^SS^-"" ~ 

'y In the home buying market the next steps are to l>ne[up^(ra^nagg^|^^^^^i| you want 
i agent to represent you. * J 



, >■ ■.<■ . - pre-approved for a mortgage. This involves making formal application with a lender^Th^ your 
^| ^crecl 1 1 ia ri^^verlf y ^you r^e m p loy men t and down payment funds. Start this process before yc^^1n%^l^^iibm& to buy. This 
^^ay,ypu}^n*tym^ time looking at properties that are out of your price range. Once you're'pr^ai^rove^^oiiMI know exactly 
howjmucmyou^can afford to pay. Pre-approval also helps you in negotiations with sellers bemuse It r^oye9 1 any doubts they 
might "have-about your financial capabilities. ^>s&aai£-*- 

FIRST- TIME TIP: Make sure that the cash you'll need for a down payment and closing costs Is liquid. One buyer discovered he 
couldn't afford to buy the home he had spent months searching for because his down payment money was in the stock market 
and the value of his stock had dropped. Also, If you're countJr^:pn]nnaric1al ; assistance from relatives, make sure that this 
money Is readily available. Relatives who are giving youjpart? ^<^K?I^^PBy^nt money will need to provide the lender with 
a gift letter that states that the money does not have r tD<bejn^t&^ last minute to arrange for this Important 

' tr5 m^Wo^ IJfitvnf ntl rtio rKarartttrtotirc vnt\ want and need. Also list those 



document 




either a formal dining room or a targe 



The best way to find an agent, if you don't alr^dv have someor^ with in the past, is to ask a 

trusted friend for a recommendation. A gc<]d,; reputobleag heart. A satisfied client is an agenfs 

best source of future referral business. Be sure^|^^ estate business for the long -term. 

THE CLOSING: Don't forget to give your agek^afropy^^ list. 

Dian Hymer is author of 'Starting Out, The Co ^(§T^^^^^^^^^^^^^^^^^ooks, Revised 1998. 

^ Copyright 1999 Dian] Hymem 
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Should you accept a backup 

By: Dian Hymer 

One buyer suffered through sleepless nights after she' accepted ^ she wanted to buy. For days, 

every time the phone rang, she held her breath In anOclpation vronderlng lf thls'was the call to Inform her that she got the 
house. She didn't get the house and a few months later she bought another.one^Was, the backup offer experience worth the 
anxiety? ^r'^'k^Vi^^^t^ 



A backup offer Is an offer that's accepted subject to the col iap^^*ar*bii}er. offer or offers. If the offers that are higher In 
sejiiority^thanjhe backup offer fall apart, the backup offer becomes 4 primary without the p ro pe rty^goj ng^back on the market. If 
yotj'relln^bWdcup position, you're next In line to buy a property If the primary buyers fall to perform^*****^ 

I S^leret}! Ite^ b^jajp^offers because they tend to solidify the primary buyers' resolve to cajTy^ftrouglJ 
^i^^^6n^s^^<xa^^up t the primary buyers are less likely to renegotiate their contract **** 





®M!m2^$ e prtceof 



^^tfter^ significantly because of competitive bidding, there might be ah'Xncn^ 

" .j^^ will get cold feet. Sometimes buyers bid higher than they can^f^Ji^fpa^^^p^i^f the race and 

f^re^t^rjd^^oh the next day. If this were to happen and you were in first backup po^an^^^oan&rct^ould be elevated 
^to^jgW^r^^^don without you having to go through another multiple offer competition. ' * """" 

FIRST- TIME TIP: Buyers who accept backup position should make sure that the purchase contract Includes a provision that 
allows them to withdraw from backup position. Without such a clause, you could wait In vain for the primary offer to collapse, 
while missing out on other homes that might suit your needs. 

i conditions In the backup offer 
F not to accept the offer as a 

„ m r contract falls. Or you could 

counteroffer the backup offer to remove the contir^entsafep^ 

Buyers should be aware that sellers usually reserve ^^ght^^ conditions of the contract with the 

primary buyers, regardless of the backup offe^ discovered during their Inspections of 

the property that the chimney was crac ^/ar^|tt)^^ of closing. If the sellers agreed 

to the request, the primary contract re m a I ns pnrl hWiryHf*** 1 ™^ nrM ' , **™*** ftI1 **w ™*»« 

THE CLOSING: When there are multiple offers^tte selte^ position to more than one buyer. In this 

case, the backup offers are ranked: backup'offernum the primary offer falls apart, backup offer 

number one becomes primary. If this deal falls apart, backjup-num and so on. 
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How ma 

By: Dia 




nany agents sh o u I d $1 nterview^before^cho'osi n g one? 

n Hymer W^W^&^^M 



Real estate agents are used to competing with one anotterfof 'bu^nera^An!1^hf*i9;6ften one of several agents being 
considered by a prospective home buyer or sel ler.. Sometimes, the ^ an agent complained that she was 

one of eight being considered by a seller who wanted to make stire that he se right agent to list his home. 



Is It necessary to Interview numerous agents In order to' find .one. ^ttwtJ^ghtfofZyou? Not necessarily. While most real estate 
experts suggest Interviewing three agents before making' a *chbloe^yoii^TOy Wot have to Interview at all depending on your 
situation.*,, 

^Tfe recommendatiori to Interview three agents comes from experts who assume that you^orrt alread^^^e^anragent. Talking 
jWj ^more^anJ^Sgen t gives you a basis for comparison. P - 4 - " — ' Ut -fisa™*E^es^fe^ite'fcs • — 



p^tlon^lp^thjyt^agent, you may want to consider using 
^^^^^^em^ylotiTwant to buy or sell this time. 



ixpercs wno assume mat you^^^^g^jtme 
But, If you bought or sold ajhom«]reoe^fy^^T| 
3 that agent again. Just mdi£|m^^[tTti)e%ei 



ng Intimate 



with an agent from out of the area, even if you have complSSJEru^ 
|juwwl^ge*o^^ place is one of the factors that makes an agent superb. ^nSttS^^qra^^^^mlght be, 
U^^j^ipl^'^y^n enormous territory successfully. If you're buying or selling oute^B^S^^^tg^Slp, a 



^^agent to, recommend a local agent who can better serve your i 

mmmmw , 

N^Hte7^MEjnp;viJhere are manv Q ua,| tles that define a great real estate agent. One of t±re moeWmpo^n^gi^st^or^ In ess. 
Expe^enoe^fep ranks high on the list. However, a relatively new agent can do an excel lent^^^sSTl^M^r she has adequate 
support'from experienced colleagues. But, there's no substitute for high ethical standards. 

If you don't have personal experience with an agent you're considering using, be sure to check references. Ask each agent to 
give you a list of recent clients he or she has worked with. Give tfiejeferences a call and ask them If they would work with the 
agent again. 

that an agent Is a 
disorganized and weak 
understand your 

There are various reasons why sellers mt ght|^n^S^II(^^^^^f^^^§S^^^^^^9 their home for sate. Some sellers want 
to find out what different agents have to sayjfj^I^ Other sellers know who they want to list 

with but they're Interested In getting several^ ^e^pjnJ^ ^l^tj^p^B^^^^ price of their home. 

If you're Just looking for price opinions, anoyttonfr^^ agents from several real estate 

offices, ask the agent you have selected to bHnflfc^wfa^ h your home and take a survey of 

their opinions about a good list price. 

THE CLOSING: Listen to your instincts when dwosii^^^^ff^Sj^S^|S^^^nes can be stressful, so It's Important to 
work with an agent with whom you have a goodTrapporL^* rw™an**i^^>»*fi*ak*»« 

Dian Hymer is author of 'Starting Out, The Comp/e5^^S^Te^SSS?ffi 

CopyrightY9^NS^iRymer 
Distributed by Inman News Features 
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GLOSSARY OF REAL ESTATE TERMS 

AMORTIZATION SCHEDULE: A table that lists how much of a mortgage payment will be each month based on the 
mortgage amount and the interest rate. 

CREDIT REPORT: A report on a buyer's credit history required by the lender before approval. 
DEBT SERVICE: The total amount of the load payment, including principal and interest. 
EARNEST MONEY: The deposit used to secure a purchase agreement. 
ESCROW: Deposit of money and documents to a third party until the closing. 

FAIR MARKET VALUE: The sale price of a property on the open market given a reasonable time to sell. 
FIXED RATE LOAN: A loan that has an unchanging interest rate. 

GOOD FAITH ESTIMATE: A required statement from the lender that shows all of the expected closing costs. 
GROSS INCOME: All money coming into a household on a regular basis. 
INTEREST: Money paid to a lender as compensation for money that is borrowed. 

LOAN FEE: Also known as points, discount points or origination fee, this is a one time charge by a lender as 
compensation for their services. 1 point equals 1% of the mortgage amount. 

MORTGAGE: The legal instrument by which property is offered as security. 

PITI: Principal, interest, taxes, and insurance. This is your monthly house payment. 

PMI: Private mortgage insurance, required by many lenders when a borrower's down payment is less then 20% of the 
purchase price. 

PREQUALIFY1NG: The lender's process of finding if a borrower is creditworthy and capable of making payments on a 
loan. 

PRINCIPAL: The amount of money borrowed. 

PROPERTY TAX AND INSURANCE ESCROW: Money collected monthly by the lender and held to pay taxes and 
insurance when due. 

REALTOR: A trademark for a real estate agent who are members of the National Association of Realtors. 
TERM: The length of time in which a loan is to be paid off. 
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AMORTIZATION SCHEDULE: A table that lists how much of a mortgage payment will be each month based on the 
mortgage amount and the interest rate. 

CREDIT REPORT: A report on a buyer's credit history required by the lender before approval. 
DEBT SERVICE: The total amount of the load payment, including principal and interest. 
EARNEST MONEY: The deposit used to secure a purchase agreement. 
ESCROW: Deposit of money and documents to a third party until the closing. 

FAIR MARKET VALUE: The sale price of a property on the open market given a reasonable time to sell. 
FIXED RATE LOAN: A loan that has an unchanging interest rate. 

GOOD FAITH ESTIMATE: A required statement from the lender that shows all of the expected closing costs. 
GROSS INCOME: All money coming into a household on a regular basis. 
INTEREST: Money paid to a lender as compensation for money that is borrowed. 

LOAN FEE: Also known as points, discount points or origination fee, this is a one time charge by a lender as 
compensation for their services. 1 point equals 1% of the mortgage amount. 

MORTGAGE: The legal instrument by which property is offered as security. 

PITI: Principal, interest, taxes, and insurance. This is your monthly house payment. 

PMI: Private mortgage insurance, required by many lenders when a borrower's down payment is less then 20% of the 
purchase price. 

PR EQUAL IFYING: Trie lender's process of finding if a borrower is creditworthy and capable of making payments on a 
loan. 

PRINCIPAL: The amount of money borrowed. 

PROPERTY TAX AND INSURANCE ESCROW: Money collected monthly by the lender and held to pay taxes and 
insurance when due. 

REALTOR: A trademark for a real estate agent who are members of the National Association of Realtors. 
TERM: The length of time in which a loan is to be paid off. 
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FSBO, Inc. 
934 N. University Dr, Suite 160 
Coral Springs, FL 33071 

E-Mail us at: sales@fsbo.com 



All material Copyright 1994-1998 FSBO, Inc. 



r 

V 




Information on 
FSBO.Com 



Page 36 




Search 



FAQ 




essional 
rvices 



Welcome to FSBOXOM, an easy-to-use database of real estate for sale by owner, also referred to as; by owner and 
fsbo (pronounced fiz-bo), plus helpful hints to selling real estate or buying real estate throughout the country. Available 
are; homes for sale, condominiums for sale, commercial real estate, business opportunities, and vacant land. 

(All Real Estate is offered for sale by the owners of the properties with no commissions paid.) 



AmeriSpec* 

m Wk HOME INSPECTION SERVICE 



FSBO, Inc. 
P.O. Box 866 
Boyne City, Ml 49712 
E-Mail us at: saleslftfsbo.com 

About Us I Supplies/Products I Professional Services I Glossary I FAQ 
All material Copyright 1994-1998 FSBO, Inc. 
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HOME INSPECTION SERVICE 
tS'uaibrr One in Sonh America 



For Homeowners 
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A Our Urvk«« 

« f b>d An lnap«<t*r 
\ * Aik Th« lntp*ct«r 
; , Own A FrancMM 

. , Mom* Tip Of The Mortfh 

*, Contact Us 



Welcome to AmeriSpec, North America's Number One 
Home Inspection Service. 

As the recognized industry leader we conduct over 
125,000 inspections annually. Most importantly, we 
provide our customers with what they need most - 
peace of mind! 



AfMriJpic to o SwkiMaSir company ond is o mtni 
SWwMcasr Qwotty W*c* Hmwork 



r Of Of 



AmeriSpec is a registered trademark of AmeriSpec, Inc., a franchisor of 
home inspection services. Each office independently owned and 
operated Not all services and programs discussed herein are available at 
each office. Check with your local office regarding availability of 
services. See inspection agreement for details regarding scope of 
inspection and exclusions, the AmeriSpec Report™ is only valid for 
the party for which the inspection was performed. 
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Welcome to FSBO.COM, an easy-to-use database of real estate for sale by owner, also referred to as; by owner and 
fsbo (pronounced fiz-bo), plus helpful hints to selling real estate or buying real estate throughout the country. Available 
are; homes for sale, condominiums for sale, time shares, commercial real estate, business opportunities, and vacant 
land. 

(All Real Estate is offered for sale by the owners of the properties with no commissions paid.) 

FSBO, Inc. 
P.O. Box 866 
Boyne City, Ml 49712 
E-Mail us at: sales@fsbo.com 

About Us { Supplies/Products I Professional Services I Glossary | FAQ 
All material Copyright 1994-1999 FSBO, Inc. 
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Professional Directory Search 



State | Alabama 3 Choose a State and Category 

Category | ^] 



If you would like to list your company services on FSBO. follow the link below. 
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Category 



If you woul 



| Alabama J 


Choose a 


1 i 




Appraiser 


! 


Attorneys 


Builder/Developer 




Carpet Cleaning 




Escrow 


1 


Foreclosure Properties 




Hazard Disclosure Report 




Home Inspection 




Insurance Company 


J 


Mortgage Company 





lage Co mpany *j 

^1 AmewSpec' 

m W HOME INSPECTION SERVICE 
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U C/>oo*e fl State and Category 



Category | Attorneys 




Law Offices of Duane L. Tucker 

28027 Ormond Avenue 
Hayw^Ciafifomia 94544 




>Law Offices bfMaritvh DASulli van 

b^\100:i:arksH^Landrtas Cirlcd Ste 112 



. AlOQitarkaM^^^ Girlce, Ste 1 12 



Contact: Duane Tucker 
Office: 510-670-0668 



Contact: Marilyn Sullivan 
Office: 415-461-2311 
Fax: 415461-4509 



If you would like to list your company services on FSBO, follow the link below 
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